COVER 
Headline: Drop that load and then... 


(Art: twoseater sportscar, rear deck piled high with computer 
paraphernalia such as small mainframe, monitor, tapes and 
tangled cables. Front wheels lifted off the pavement! Car 
Labeled PRODUCTIVITY. ) 


Headline (cont): PUT THE PEDAL TO THE METAL! 


(Art: Background shows ghost image of same car, unencumbered, 
speeding. ) 


bottom box: 
(Art: book photo) 


subhead: Outsource your information technology to drive a leaner 
machine! 


Two renowned legal experts from the international firm of 
Milbank, Tweed, Hadley & McCloy show you how to put the 
deal togetherand why outsourcing just might be the right move 
for your organization! 


inside: 
(art: mini versions of sportscar and of scattered bits of 
computer paraphernalia) 


inside: (above fold) 


Headline: How to drive to the core of your business and do what 
you do best! 


Large and small organizations worldwide are_outsourcing 
information technology to the tune of untold billions. a part of 
getting to the solid core of their enterprises, essential in 
today's atmosphere of so many reengineered, AND LEANER, 
competitors. 


subhead: Organizations of all sizes will find this book 
profitable. 


John K. Halvey and Barbara Murphy Melby, who have 
participated in billion dollar outsourcing deals, guide readers, 
from mom and pops to multinationals, in clear, manageable 
steps.They supply, too, valuable checklists and sample documents 
to answer these questions. 

*Is outsourcing right for your organization? 

*How do you select a vendor? 

*How complex are the legal issues? 

The last answer is very, but you will be shown how to 
succeed in negotiations concerning software as intellectual 
property, transfer of relevant hardware, and safeguarding 
corporate secrets. You will also be told of potential snares 
associated with these and with the manyfaceted human resource 
issue especiallywhich can involve personnel going over to the 
vendor, or being reassigned or retrained within your 
organization. 


box: THIS BOOK WILL PAY FOR ITSELF A THOUSAND TIMES OVER 
IF IT PROVES A FACTOR IN AVOIDING LITIGATION, AN UNFORTUNATE 
OUTCOME TO SOME PAST AGREEMENTS NOT COVERING ALL THE BASES! 


subhead: For CIOs, CFOs, CEOs, and other executives and 
attorneys concerned, an instruction manual in how to do a deal! 


The only comprehensive volume available on this subject, 
this book is not aridly specialized nor overly academic, because 
the authors tailor their instructions to the widest possible 
audience. The general reader will find clarity and sense, 
CFOs, CEOs, and CIOs a PLAN OF ACTION! 

*How to structure a transaction 

*How to pick a vendor 

*How to negotiate a contract 

*How to deal with human resource issues 

*How to develop Requests For Proposals, and analyze 

responses 

*How to use lawyers and consultants 


subhead: Essential contract forms are supplied. On disc also! 


The forms you'll need to effect a smooth transaction, and 
not _ lose a step, are supplied in the book and on a 3 1/2" disc. 


Information Technology Outsourcing Transactions: Process, 


Strategies, and Contracts by John K. Halvey and 
Barbara Murphy Melby 


Softcover @ 1996, approx. 800 pp. ISBN (1122459) Price $145 
Free 3 1/2" IBM compatible disc 


inside: (below fold) 
Table of Contents 


Chapter 1 The Planning Stage 

*Considering Outsourcing *Considering Outsourcing as an Option 
*Defining the Scope of the Transaction *Selecting a Group of 
Potential Vendors *The Request for Proposal 


Chapter 2 Selecting the Vendor 
*Evaluating the Proposals *Notifying the preferred Vendor 
Chapter 3 Negotiations: Strategy and Process 


*The Negotiating Process *Exposure Analysis *People Negotiate, 
Not Companies *Negotiating Strategies 

Chapter 4 The Outsourcing Contract 

*Interdiction *Contract Law *Use of Attorneys *Key Contract 
Issues 

Chapter 5 The Exhibits 

*A Critical Part of the Outsourcing Contract *Exhibit Listings 
*Checklists 

Chapter 6 Financial Considerations 

*Different Types of Financial Considerations *Base Case 
*Retained Costs *Unit vs Total Cost *Pricing Options *Price 
Changes *Other Financial Changes *Financial Impact of Change 
*Payments *Timing 

*Late Charges *Disputes 

Chapter 7 Human Resources 

*Transitioning Employees to the Vendor *Due Diligence *The 
Employment Offer *The Communication and Transition Plan 
*Contractrelated Issues *Stay Incentives 

Chapter 8 Transformational Outsourcing 

*Moving from A to C *Internal Considerations *Project Definition 
*Maintaining Multiple Environments *Using Subcontractors 
*Contract Terms 

Chapter 9 International Considerations 
*International Transactions *The Vendors *Contract and Legal 
Issues 

Chapter 10 Supplemental Agreements 

Chapter 11 Joint Ventures and Strategic Alliances 
Chapter 12 Post Negotiation Activities 


*Contract Signing *The Press Release *The Autopsy *Risk Analysis 
*Contract Administration *Implementing the Transition Plan 
*Notifying Third Parties 


Appendices 

*Nondisclosure Agreement (Customer Form) Nondisclosure Agreement 
(Mutual Protection) *Request For Information *Invitation to Bid 
*Request for Proposal *Customer Budget *Equipment/Software 
Charts 

*Financial Impact Chart *Itemized Vendor Comparison *Evaluation 
of Vendor Proposals Relating to the Provision of Information 
Technology Services *Letter of Intent *Initial Action Items for 
Qualified Vendors *Sample Customer Reference Questions *Due 
Diligence Agreement *Model Terms and Conditions *Summary of 
USFederal and NY State Banking Regulations *Checklist for the 
Outsourcing Contract *Information Technology Services Agreement 
*Outsourcing Agreement *Desktop Outsourcing Agreement 
*Migration of Data Processing Operations (by David Hayes) 
*Customer Satisfaction Survey Checklist *List of Reports 
J*Oursourcing Program Management Performance Reporting *State 
Taxes on Computing Services *Stay Incentives *Human Resources: 
Sample Language for the Request for Proposal *Human Resources: 
Sample Terms and Conditions for Employee Transitions in the US 
*Issues To Consider When Selecting Retained Employees 

*HR SubTeam Work Plan *Checklist for International Outsourcing 
Transactions *Acquired Rights Directive *Master Agreement 
(General Services) *Master Agreement (Mainframe Only) 

*Master Term Sheet *Asset Purchase Agreement *Escrow Agreement 


Bios: 


John K. Halvey, a partner at Milbank, Tweed, Hadley & 
McCloy in New York City and head of their Business Technology 
and Intellectual Property Group, specializes in computer law, 
particularly outsourcing transactions. He has represented 
Xerox, McDonald Douglas, Bethlehem Steel, Allied Signal, and 
Eckerd, among others, in hugely important outsourcing 
agreements. Mr Halvey has written Computer Law and Contract 
Forms, in addition to several magazine articles, and has 
cowritten Data Processing Contracts. A frequent lecturer on 
computer law, he has taught at Fordham University Law School. 


Barbara Murphy Melby, associate at Milbank, Tweed, Hadley & 
McCloy in London, works on those technology related transactions 


which encompass data processing and enduser outsourcing. 

She has taught computer law at Fordham University Law School and 
has coauthored "Outsourcing and Bank Employees" in Bank 
Outsourcing Report. 


Box next to coupon: 


The ONLY comprehensive dealmaking book on outsourcing 
Information Technology. Order today! 


